

































































































































































































事例１ 事例２ 事例３ 事例４ 事例５ 









自動車販売 住宅販売 情報通信 ソフトウェア卸等 機器販売 
予備校生 IT 生命保険販売 
地方公務員 
会社設立年 1950年代中期 1940年代後期 1980年代中期 1980年代初期 1980年代後期 
給与の概要 
年　齢 平均・30歳代後半 平均・40歳代前半 非公開 平均30歳強 非公開 
勤続年数 以下不明 平均・約15年 平均・約3年半 
年　収 平均・約800万円 平均・約650万円 






学　歴 不　明 有名私大文系 有名私大文系 有名私大文系 非公開 
年　齢 40歳代なかば 30歳代前半 30歳代前半 30歳代前半 40歳くらい 
性　別 男　性 男　性 男　性 男　性 男　性 
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から 6000万円クラスで主力は 3000万円台。仮に 3000万円の物件を成約させたなら、販売員は粗利






























































































































































































































































































































































26）たとえば Ansoff (1965) による古典的な指摘――分業による専門化や分業による協業――を参照。人員
の代替性については脚注８を参照のこと。
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An Ethnographic Research of the Five Japanese Salespersons 
in Their Thirties and Forties:
Eyes on the Incentive Systems and Their Reference Groups
Gen FUKUTOMI
Abstract
This paper is an ethnography of the five salespersons from such organizations as an auto dealer, a
sales branch of the housing manufacturer, a software vendor, a wholesaler of the packaged software,
and a life insurer in Japan. They are at the age of around thirty or forty years old, when they are sup-
posed to be very active in changing their occupations. Therefore, they are an appropriate target to spot-
light their interests at their life plans, the expertise as a salesperson, and job changes. As a result of the
in-depth interviews, the author draws conclusion as follows. Whether they stay in a company or leave
and transfer depends on their aspirational reference groups and the incentive systems applied. The mat-
ter does not depend on the latter solely, as the expertise as a salesperson is very difficult to define and
as the payment-by-the-result can be tentative. For one, it is preferable to quit working as a ‘sales’ per-
son. Managers, to foresee who are to stay in an organization, may conduct research on the admirable
persons of the salespersons. This implies the importance of intra-organizational information sharing,
because salespersons may not be conscious of the respectful persons in an organization. The author
expects this implication to be applicable when managers want to coordinate a unit of salespersons.
Keywords : sales, personal selling, ethnography, reference group, incentive
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